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CHEVROLET DEALERS 
STAGE BIG MEETING 


IN KANSAS CITY 


Kansas City, Feb. 16.—Nine hun- 
dred Chevrolet dealers from the 
Kansas City zone attended a meet- 





ing here yesterday at which M. D 


Douglas of Detroit, parts and ser- 
vice director of the Chevrolet Mo- 
the 


tor Company, was one of 


speakers. 


Douglas told of Chevrolet's prog- 
ress during the depression; of how 
its 1932 was the most remarkable 
of a “long line of successful models.” 

Other speaker from the Detroit 


office were P. A. McKay, assistant 


manager of parts and service; A. 


W. Famular, manager of dealer ac- 
counting; D. B. Keefe, 
regional sales promotion manager, 
and C. P. Fisken, director of com- 
mercial car sales. 

E. A. Nimnicht, Kansas City zone 
manager, and John S. Ashley, Dal- 
las, Tex., sales promotion manager 
of the Southwest region, also were 
on the program for the Monday 
sales rally, 

Officials of the company took up 
the various problems confronting 
the deater, but there was a feel- 
ing throughout the meeting that 
business depression had run _ its 
course and that the “pick up” had 
Started. 


EXPECT 500,000 AT 
KANSAS CITY SHOW 


By H. H. JAMES 

Kansas City, Feb. 16—The Middle 
West is displaying the keenest in- 
terest in years in the new models on 
display at the twenty-fifth annual 
Kansas City Automobile Show. Ap- 
proximately 100,000 persons passed 
through the turnstiles at the Amer- 
ican Royal Building last night. The 
Show opened Saturday night with a 
record crowd of 40,000. 

The show this year is attracting 
many new thousands, due to the 
fact ghat virtually all the manufac- 
turers are displaying new models— 
models introduced in the last few 
weeks instead of over several months 
as has been previously the case 
Several of the lines are making their 
initial appearance at: the show. 

The show was open Sunday this 


(Continued on Page 4) 


FIRESTONE TO RETAIN 
FORD TIRE BUSINESS 


New York, Feb. 16—A gain of 
close to 10 per cent. in truck and 
tire sales, principally for replace- 
ments, is reported by rubber com- 
pany sales representatives so far 
this month. This branch of the 
tire business, in fact, has held up 
better all during the depression than 
passenger car rubber equipment and 
has steadily grown in importance. 

Production of smaller size tires 
registered a slight upward trend this 
week, largely as the result of orders 
from Detroit to speed up delivery of 
original equipment for the new Ford 
car, which is being placed on the 
market somewhat sooner than had 
been anticipated. - 

As usual, it is understood that the 
Firestone Tire & Rubber Company 
is again supplying this year the 
bulk of Ford’s requirements. This 
company has a separate factory unit 
for the exclusive manufacture of 
small size casings. Goodyear and 
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its various subsidiaries, Pierce-Arrow, 
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SHEET STEEL PRICE UP; 
FORD PLACING ORDERS 


Pittsburgh, Feb. 16 New mini- 
mum sheet steel prices, representing 
advances in most cases, have been 
established by leading companies. 
They are 2.20 cents a pound for No. 
24 gauge hot rolled annealed, 2.85 
cents for galvanized and@ 2.90 cents 
for automobile body sheets. Blue 
annealed is unchanged at 1.85 cents. 
Long ternes, unassorted, are higher 
at 3 cents. 

The Ford Motor Company is 
understood to have placed sheet 
orders with several steel companies 
with delivery to be made to parts 
makers. 


ST. LOUIS SHOW 
GAINS IN SALES 


St. Levis, Mo., Feb. 16.—A survey 
of automobile distributors in this 
district made today showed remark- 
able gain in sales and prospect lists 
after the closing of the twenty-fifth 


annual auto show the past Satur- 
day night. 

Chevrolet, Oldsmobile, Plymouth 
and DeSoto topped the list of re- 
ported sales with Pontiac running 
close on the heels of the four 
leaders. Chevrolet dealers. re- 
ported eighty-nine sold, compared 
to seventy-two last year, while Olds- 
mobile sold eighty-two cars, com- 
pared to seventy-eight last , year. 
Packard and Lincoln reported satis- 
factory gains in the large car field. 
Lincoln closed seven deals, com- 
pared to five last year, while 
Packard has orders for six, only two 
being sold at the 1931 show. 





CADILLAC. LA SALLE 
FEBRUARY SALES 










Detroit, Mich., Feb. 16.—Continu- 
ing the extraordinary sales activities 
that have distinguished Cadillac-La 
Salle’s record for the past several 
months, sales figures covering the 
first ten days of this month show 
an increase of 78 per cent. over the 
first ten days of January, J. C. 
Chick, general sales manager, an- 
nounced today. 

More significant than the com- 
parison with the first period of last 
month is the 14 per cent. increases 
in sales shown over the same ten 
day period of last year, Mr. Chick 
said. 

The Cadillac plants have been 
operating on full time since last 
November, and some divisions of 
the company have been running 
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HUDSON REPORTS 
1931 EARNINGS 


Detroit, Feb. 16.—The Hudson Mo- 
tor Company reported a net opcrat- 
ing loss after charges of $1,991,199 
for 1931, compared with a consoli- 
dated net profit of $324,656, or 20 


Franklin reported three sales, | cents a share, on the 1,596,660 chares 
compared to none sold at the show] for 1930. In both years special 
last season. Reo also _ reported| charges were made to surplus ac-" 


an advance, with orders for twelve 
this year, compared to two last 
year. 

The total sales advance was esti- 
mated at 40 per cent. gain over last 
year by Robert E. Lee, manager of 
the show, while the attendance was 
about 10 per cent. larger. A total 
of 12,621 attended the show Satur- 


count, in 1930 for an accumulated 
unamortized balance of expense for 
retooling, and in 1931 for the revalu- | 
ation of the company’s floating as- | 
sets, The former charge was §$2,- 
266,333, and the more recent $6,532,- 
707. Surplus as of December 31 stood 
at $20,145,503, 

The company set up special re- 
serves, including $2,000,000 for 
shrinkage in foreign subsidiaries, 
$2,000,000 for tools, $500,000 for con- 
tingencies, $1,400,000 for special ad- 
vertising, and $632,708 fer rearrange- 
ment of plant equipment. Normal 
depreciation was also charged to in- 
come. 

A balance sheet dated December 
31 showed cash of $1,840,887, United 
States government securities of 
$7,067,938, the market valuation of 
which is $6,621,156, inventories of 
$4,475,668, and due from foreign sub- 
sidiaries $1,046,414. Current liabili- 
ties were reduced at about $3,500,000. 


HUPP JANUARY SALES 
TOP DECEMBER 20% 


Detroit, Feb. 16.—President Dubois 
Young, of the Hupp Motor Car 
Company states that the response 
to the 1932 models during the vari- 
ous automobile shows was most 
gratifying. 

Commencing with the New York 
show, Hupmobile sales exceeded last 
year’s at the same show 100 per 
cent., with similar results at the 
other shows, 

January sales exceeded December 
sales 20 per cent. 

Indications are that February 
shipments will be greater than Jan- 
uary shipments, 

Hupmobile plants are now oper- 
ating eight hours a day on a four- 
day-a-week basis, 
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STUDEBAKER ENTERS 
EIGHTY-FIRST YEAR 


South Bend, Ind., Feb. 16.—Four- 
score years ago today Henry and 
Clem Studebaker opened a small 
blacksmith shop in South Bend, Ind. 
Their entire assets consisted of $68 
and two sets of blacksmith tools. 
Today the Studebaker Corporation, 
with total net assets of $100,000,000, 
celebrates its eightieth anniversary— 
oldest and one of the big four of 
automobile transportation. 

Sudebaker’s progress during the 
last seventeen years is a tribute to 
the sales volume made possible by 
an acceptance of the product by the 
American buying public and also the 
capable management of the corpora- 
tion under the leadership of its 
president, A. R. Erskine. 

An unusual record climaxed by the 
present expansion program started 
after its seventy-fifth birthday 
whereby the Studebaker Corporation 
has become a holding company for 








Studebaker, Rockne and S. P, A. 
trucks. This complete coverage of 
the market being obtained without 
the capital stock having been in- 
creased, which eliminates heavy 
dividend requirements and permits 
Studebaker to successfully compete 
in the value market of 1932, 
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Competing Dealers See Ford’s 
New Models as Spur to Own Sales 


& 


Survey Reveals Little Apprehension in Low Price 
Field With General Belief That Debut 
Will End Waiting 


New York, Feb. 16.—To get the reaction of dealers 


handling other lines in the 


announcement of a new eight- 


low-priced field to the Ford 
cylinder car impending in that 


price class, Automotive Daily News has conducted a survey 
of leading dealers in various key cities as to the effect of a 
Ford eight selling in the $600 price class.. The following wire 


reports indicate that dealers 
of the new Ford offering. 

Many of them express the belief 
that it will stimulate business 
generally and that the only harm 
done has been during the period of 
waiting for a definite announce- 
ment. The merchants believe that 
many prospective buyers have held 
out of the market waiting to know 
what Ford actually was going to 
offer. Now that definite announce- 
ment has been made people who 
have been delaying will come back 
in the market, buying the car which 
makes the most definite appeal to 
them. 

To sum up, the general feeling 
seems to be that a factor of delay 
has now been removed from the low 
priced market and that buying will 
begin, with the various companies 
catering to this field getting their 
share of the released business. 


Doubts Soundness of 
Two-Year Payment Plan 


By CHRIS SINSABAUGH 


Detroit, Feb. 16.—Commenting on 
the effects of the competition of a 
Ford eight, possibly listing at $600, 
on the low-priced field, I find a va- 
riety of opinion. None of the deal- 
ers talked to would permit the use 
of their names or the makes they 
represent, but in the main the feel- 
ing was that such competition would 
be very severe. 

One dealer declared that there 
would be a reaction on the two-year 
time plan proposition and that Ford 
will have many cars dumped back 
on him through the _ repossession 
route at-the end of a year. An- 
other questioned the stanchness of 
the new product. If it stands up, 
the competition will be fierce. Still 
another said that he feared the 
competition of the four more than 
he did the eight because of the ex- 
tremely low price that probably will 
be quoted. He questions the prac- 
ticability of the combination chassis. 
He says such engineering won’t 
work out. The Ford is light anyway; 
a chassis designed to carry a four 
will be too light for an eight, and 
vice versa, he says. He says the 
company he represents is not a bit 
worried; that Ford no longer is God. 


Chicago Dealers Believe 
Ford Will Help Them All 


Chicago, Few, 16.—Chicago dealers 
in the low priced field have arrived 
at certain definite conclusions after 
several days in which to digest the 
significance of the latest Ford an- 
nouncement including news of the 
imminent oppearance of new mod- 
els. 

The competition these cars will 
give is being accorded a place of 





e-— 


generally welcome the advent 


secondary importance to an attitude 
of satisfaction over Ford's re-en- 
trance in the market in sensational 
manner, 

It is generally felt that the an- 
nouncement made last week by 
Henry Ford is beginning to have a 
profound influence in restoring pub- 
lic confidence and causing a re- 
sumption of buying of motor cars 
and that in this scheme of things 
the sales of all dealers will be stim- 
ulated greatly. Instead of worry- 
ing, dealers consider that Ford has 
planned a master stroke which will 
help every one in the automobile 
industry, 

Sight is not being lost of the 
competitive angles so far as they 
pertain to the low priced field. As 
a matter of fact such dealers have 
known for some time that Ford 
contemplated the sort of move he 
has announced and more recently 
they have been assured by their 
factory representatives that every- 
thing which must be done will be 
done to maintain and improve their 
stategic positions in the matter of 
product, prices and selling policies. 

These dealers have learned from 
past experience not only how to 
meet Ford competition but they 
have also learned that low Ford 
production hurts the _ business of 
others in the industry and con- 
versely large scale output by that 
manufacturer along with sensa- 
tional new models proves of benefit 
throughout the trade, 


St. Louis Dealers Wish 
Ford Were on Market Now 


St. Louis, Feb. 16.—Automobile 
dealers, in the low priced field in 
this city, heartily wish the newly 
announced Ford would appear en 
the market at once. 


Not that the forthcoming com- 
petition worries them, but the atti- 
tude of the buying public, which is 
to wait until the new car appears, 
has had its effec in stagnating sales 
among the low priced car distri- 
butors. 

A survey of leading dealers o 
this city failed to show any worry. 
on their part, in competing with the 
new model and price. 

“I would have to see the new 
Ford,” one sales manager remarked 
“because I think the appearance wil’ 
make a great deal of difference 
when a buyer selects his car. ! 
would be more afraid of a six, than 
an eight cylinder job, for many autc 
owners do not wish to stand the up- 
keep of an eight.” 

The Chevrolet dealer has no fears 
for he feels that General Motors wil’ 
stand behind his car and meet any 
serious competition. Dealers were 
more apprehensive of a drastic eut 
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French Attitude Toward U.S.| HEADS AD MERGER 
Motor Cars Still Favorable 


in favor of the purchase 
of French goods by French citizens. 


Washington, Feb. 16.—France be- 
gan to feel the effects of the world- 
wide depression later than did most 
other countries, and even yet has a 


privileged position among the great | year. 
nations as the one which has been! on automobiles in April, 


France,” 





But it is likely that the American 
manufacturers will maintain their 
relative share of the market next 
Since the sharp tariff increase 
1930, 


| 


the least harmed by the economic | chasers of American cars in France 
depression, according to the auto-| have been those people who recog- 


motive division of the Bureau of | nized 
quality and were willing to spend | 


Foreign and Domestic Commerce of 
the Department of Commerce. 

But, whereas many other coun- 
tries thought they reached the low 
ebb of the depression some time ago, 
the stringency in France is becom- 
ing more acute each month, and it 
is a widely accepted belief that 
France cannot continue to enjoy an 
economic situation that is relatively 
so much more favorable than that 
of other leading nations. Thus, 
while many countries are hoping for 
an upturn or at least a checking of 
the downward movement, there is a 
feeling in France that this country 
must face appreciably more diffi- 
cult conditions in 1932 unless the 
world economic situation shows a 
Speedy and decided amelioration. 

Aside from the general talk of de- 
pression heard everywhere, the great 
decline in the tourist business, the 
apparent slowing down of retail 
trade, and other patent signs of 
economic difficulties, there are a 
great many other factors that ex- 
plain the present situation in 
France. 

The general production index has 
been moving down steadily for the 
past year, from 136 in October, 1930, 
to 117 in October, 1931, and the de- 
cline has been more accentuated in 
the last few months. The sharp 
increase in unemployment recently 
foreshadows a greater drop since the 
last production index was published 
for October, 1931. 

French foreign trade for ten 
months of this year shows an ad- 
verse balance of over 10,500,000,000 
francs, as compared with 7,500,000,- | 
000 for the corresponding period of 
1930. The unfavorable balance for 
this period is the greatest since the 
war. 

The break in the pound sterling 
three months ago caused heavy 
losses to the Bank of.France and 
othe important French banks which 
had large holdings of sterling. The 
German problem, the question of 
German short term credits falling 
due in February, the study now being 
made by a committee regarding a 
possible modification of the Young 
plan, all have their effect on the 
general situation. 

The passenger car market next 
year will probably be at least as 
difficult as it bas been in 1931. 

, Those people who have money are 
becoming more and more loath to 
spend it. The proportion of total 
Sales represented by the low-priced 
car is likely to be even larger than 
ever. 


and valued their superior 
more money to get this quality. It 
is likely that an equal percentage of 
purchasers in 1932 will insist on 
purchasing automobiles on a quality 
basis, all the more so, as it is gen- 
erally believed that the new models 
to be announced at the New York 


tion a short time ago. 


France during 1931 will be about 
142,000 units, of which 7,000 will be 
American makes. Of these 7,000, 
some 5,500 will be the product of 
the local assembly plant of an 
American company. While there is 
no visible ground for hope that sales 
in 1932 will be above those for the 
year just ending, the opinion of the 
trade is that they will not be great- 
ly inferior, unless the general eco- 
nomic situation should become much 
worse. The passenger car market 
is so closely dependent on general 
economic conditions that it is im- 
possible to consider one without the 
other. If the general situation should 
become brighter than is now ex- 
pected, passenger car sales, includ- 
ing American cars, would rise brisk- 
ly, because of the long suspension | 
in buying. i 

The efforts of foreign competitors, 
French and others, will probably be 
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COMMERCE YEAR BOOK 
NOW AVAILABLE 


Washington, Feb. 16.—Volume II. 
of the Commerce Year Book, dealing 
with foreign countries is now ready 
for distribution. This book contains 
nearly 700 pages, maps, charts and 
tables, giving the latest statistics 
available on industry and trade in 
seventy-five foreign countries. In- 
dividual surveys are also presented 
in this volume. 

The subjects covered include agri- 
culture, industry, transportation, 
labor, finance, banking, currency 
and exchange, exports over a pe- 
riod, exports and imports by coun- 
tries. Trade with the United States 
is fully covered. 


OLEAN, N. Y., SHOW DATES 
SET FOR MARCH 1 TO 5 
Olean, N. Y., Feb. 16.—Under the 
sponsorship of the Exchange Club 
of this city an automobile show 


pur- | 


Show will reveal automotive values | 
that seemed impossible of realiza- | 


New passenger car registrations in | 


much greater potential market for 





Ward M. Canaday, former presi- 


dent of the United States Adver- 
tising Corporation, who has been 
named president of the new United 
States Advertising Corporation 
which has absorbed the Homer 
McKee Company, Inc., and 
Dyer-Enzinger Company, as an- 
nounced in Automotive Daily News 
yesterday. 


CADILLAC-LA SALLE 
FEBRUARY SALES 
LEAD JANUARY 
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twenty-four hours a day with three 
eight-hour shifts. The pay roll 
ranges around 6,300 employees and 
compares favorably with the peak 
pay rolls of 1929. 

Orders actually on hand at the 
Cadillac factory guarantee sustained 
activity of almost peak proportions 
until well into the hestres 


FIRESTONE TO RETAIN 
FORD TIRE BUSINESS 


(Continued from Page 1) 


Goodrich companies also are shar- 
ing in the new Ford business. 

The fiercest kind of competition 
for the more profitable consumer 
business is expected to prevail this 
year. Huge sums will be spent for 
advertising and sales promotion. 
Goodyear and Firestone are using 
for the first time national radio 
hook-ups, while Goodrich will con- 
centrate on newspaper and maga- 
zine advertising. 

A survey recently made for the 
manufacturers shows there is a 









the | 










will be held in Olean March 1 to 
5. Headquarters will be in the 
Ideal Garage. Russell S. Rycraft 
has been appointed chairman of the 
show committee. 


The leading French producers 
have recently announced price re- 
ductions ranging from 10 to 20 per 
cent., and a campaign has been 
launched under the slogan of “Unis 
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if Three Destinations 
for Interesting People 


replacement tires than there was 
last year, despite the fact that sales 
of new motor cars were less. On 
the basis of gasoline consumption 
it is estimated that at least 20 per 
cent. more tire mileage was used 
up than was bought during 1931. 

Another favorable factor is the 
Rubber Manufacturers’ Associa- 
tion’s January report, showing that 
pneumatic casings on hand Decem- 
ber: 31 amounted to 17,774,720 units, 
13.6 per cent. below total inven- 
tories a _year ago. 


FISHER BODY ADOPTS 
4-DAY WEEK SCHEDULE 


Pontiac, Feb. 16.—Fisher Body 
Company, making bodies for Pon- 
tiac six and eights, has adopted a 
four-day week here. Production has 
been fairly strong, the average being 
488 bodies a day, completing in the 
week somewhere in the neighbor- 
hood of 2,000 bodies. 

All bodies are transported by a 
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Adopting Propellers to Cars 








Cutting Wind Resistance 
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Chris Sinsabaugh—Detroit Editor 











JIM KENNEDY, head of manufacturers’ sales in the 
J Detroit area for Goodrich, called me over to the New 
Center Building to show me something new—colored tires 
which have just been put out by the big Akron concern. Black 
and white are, of course, colors, but in this case colored means 
green, red, pearl gray, orange, chocolate or crimson, enough 
to satisfy the fastidious taste of even Joseph’s tailor. 

This color idea in tires has been originated to harmonize 
with the modern body colors in which pearl essence plays 
such an important part. It is to the 1932 automobile in its 
new paint dress what a lipstick is to a woman. Of course, 
the entire casing is not furbished up in this manner—just 
the side walls—and we find there are ten shades at the pres- 
ent time, enough of a selection to meet any demand. 

tk * x 

GOODRICH HAS PATENTED this idea and calls it the 
Anode process. At present it is for de luxing purposes only 
and comes in the 6.50 and 7.50 sizes and at a price somewhat 
higher than that asked for ordinary tires. The side wall is 
molded into the tread and carcass, with the tread the con- 
ventional black. To keep the color in its pristine brightness 
there is a special lacquer finish which is applied from time 
to time. 

So new is this idea that Goodrich right now has an 
expeditionary force of twenty-five visiting Atlanta, Los 
Angeles, Chicago and New York, emphasizing the value of 
the proposition to branch managers and their salesmen. 

* * * 

I'VE NOT BEEN GIVEN the go-ahead to tell who is 
making it, but I have just been told of something revolution- 
ary in the way of automobiles which is in course of construc- 
tion here in Detroit at the present time. It is a motor car 
which will derive its power from an airplane propeller, just 
as do the sky ships. The first car is designed to be a big one, 
with 133-inch wheel base, I am told, carrying a seventy-five 
horsepower airplane engine, a four-cylinder with the cylin- 
ders in line. There are no rear axle, transmission or differ- 

















Control of the speed is through the propeller itself. Of course, 
the propeller is in front. It is said it can be built for one- 
sixth the price of the average automobile and that it can, do 
thirty-five miles to the gallon. 

It is said a holding company has been organized and that 
within a very short time the first car will be ready for demon- 
stration. Ohio capital is said to be back of it. 

* * o« 

JUST AS I HEAR ABOUT THIS propeller-propelled 
automobile, E. J. Poxson, general sales manager of Reo, calls 
to my attention the fact that in Germany there is a fifty- 
passenger railway coach, called the “rail Zeppelin,” which, 
with an airplane propeller powered by an airplane engine, 
has been able to travel as high as 145 miles an hour. Poxson, 
however, does not attribute all this speed to the propeller 
idea, but believes that because the coach is built along aero- 
dynamic lines made famous in the automobile world by Reo, 
this great pace has been made possible. 

Poxson also calls attention to the great success attained 
by the Brill company of Philadelphia, which has developed 
a new type of interurban electric coach in co-operation with 
the aeronautical department of the University of Michigan. 
Through the adoption of aerodynamic lines wind resistance 
has been cut down so that the new Brill design reduces cur- 
rent consumption 27 per cent. at fifty miles an hour and 42% 
at eighty miles an hour. 
ok * + 


“UNDOUBTEDLY the steam and electric railway 
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popular dining rooms provide a 


$2.50-$5.—Double, $3.50-$7. 


cordial welcome and complete hotel service. Nine 


price meals and a /a carte menus. Room tariff—Single, 


4 
L.C. PRIOR MANAGEMENT 





GARAGE SERVICE 





il or highway, here's a 
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quarter-mile long conveyor system 
to the Pontiac plant, which is pro- 
ducing an estimated 2,000 automo- 
biles a week, 
MURRAY OHIO MFG. CO. 

Cleveland, Feb. 16.—Net profit of 
Murray Ohio Manufacturing Com- 
pany (automobile stamping and 
toys) for year ended Decmeber 31, 
1931, was $4,241 after interest, de- 


preciation, etc., comparing with $13,- 
800 in 1930, 


per hour, as compared with the Reo Royale.” 


coaches of the future will save fuel or power through adopt- 
ing the aerodynamic idea, just as the better streamlined 
motor car of today saves fuel as a result of the decreased wind 
resistance achieved by applying well known laws of aerody- 
namics to improvement of motor car body and fender design,” 
says Poxson, 

“Reo found out in its wind tunnel experiments that a 
car with a flat radiator, straight-visored windshield and 
squarer lines and fender contours than conventional, pays a 
penalty of 15 to 18 per cent. in waste power at 70 to 80 miles 
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Dealer Has Each Unit First| 
Simonized, and Its Start- 
ing Is Tested Every 
Morning 


How to keep used cars exposed 
for sale on an open lot in winter 
in first-class condition, both me- 
chanically and in appearance, is ex- 
emplified by the method employed 
by the Flurer Company, Chevrolet 
dealer, 6230 North Broad St., 
delphia. 

For the past two winters, 
have been exceptionally mild and) 
open in the Philadelphia area, the | 
company has displayed used cars on | 


its lot at Olney Avenue, which is a) 
few blocks below the sales and serv-| 


ice building. Every used car taken 


in exchange on a new car deal is| 


taken to the used car ist within 
twenty-four hours of its receipt and 
Wirtually the entire stock of such 
units remains there until it has been 
sold. 


Every car is put in good running | 


condition before it goes on the lot 
for display and, in addition, it is 
carefully Simonized, which makes 
it especially attractive in appear- 
ance. Motorists and others passing 
by have their attention involuntar- 
ily drawn to the gleaming coats of 
these good-looking units, whose 
coats are thus improved and pre- 
served by the Simonizing process. 
When there is a specially low-priced 
bargain, the price and other data 
may be painted in white on a side 
window of the vehicle. 

Every morning each car on the 
lot is checked up to be certain it} 
will start easily, an employee mak- 
img the tests by going from one 
ear to another with a service bat- 
tery mounted on a carrier and 
equipped with long cables, thus pre- 
serving the life of the car’s own 
starting battery and saving the 
house money. A watchman stays 
with cars all night. By 9 o’clock in 
the morning there is at least one 
salesman on duty there. During the 
active hours of the day there may 
be two salesmen, the used car ap- 
praiser and the “handy man,” all 
in attendance at the same time. 

With used cars selling at $150 or 
more, the purchasers receive a card 
entitling them to five free greasing 
operations, which may be performed 
at any time the customer desires. 

When a customer purchases one of 
the cheaper used cars, say priced 
below $150, he is offered a free paint 
job, with the privilege of selectihg 
his own color. With the exception 
of Ford cars, all this paint work is 
ducoing. The matching is very ac- 
curately done, the painter looking 
under the hood to get the body 
number and paint number and then 
using precisely what is called for. 
As the cheaper priced used cars 
usually need a coat of paint any- 
way, and the price of the paint is 
included in the price of the car, 
both the customer and the house 
are well satisfied with the “choose 
your own color” arrangement. 

The Flurer Co. having decided 
some time ago to eliminate the ex- 
pense and trouble of having paint 
and body work done outside, sent 
two of its shop men to the Fisher 
Body School and had them thor- 
oughly trained in body work and 
ducoing. The service manager also 
had been trained in that school. 
Now, approximately 90 per cent. of 
the company’s body work is done in 
its own shop by its own men, who 
can “swing” from wood and metal 
operations to painting, or upholster- 
ing and do the job right. 

The Flurer Co., as a result of its 
open lot selling this winter has done 
well in its used car department and 
is about even thus far in February, 
as it was all through January, with 
its figures for the corresponding 
periods of 1931. It was fortunate in 
obtaining a lot that previously had 
been used aS a parking space, on 
prepared ground, which remains 
solid and comparatively dry. In 
some other sections of the city, be- 
cause of the poor condition of the 
lots, including mud and water, used 
ears had to be taken off early in 
the season and placed in a sales 
room. 
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Sells All Used Cars From Open Lot Lot in Winter 
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A GROUP of Chevrolet suburban dealers in the Boston district got 
together recently and used an advertisement of used cars in the 
Bosten Evening American, each one having a fixed amount of space 
in which to advertise one outstanding bargain of their used car 
stock. The ad occupied sixteen inches, four column width, ten of the 
dealers having an illuminated box of white space on a black back- 
ground to feature the special offer, while fourteen others occupied 
the twe middle columns each with a special offer of one featured 
used car. The price figures were the first thing that caught the eye, 
as well as the offer for free storage until spring 


CAMDEN, N. J., DEALERS 
LOOK FOR BIG CROWDS 
AT OPENING OF SHOW 


Camden, N. J., Feb. 16.—With the 
finishing touches being applied to 
the elaborate arrangements for 


Camden's annual automobile show, 
all records are expected to be 
broken when the doors of Conven- 
tion Hall are thrown open tomor- 
row night. The show will continue 
afternoons and evenings until Sat- 
urday. 

Interest among the automobile 
dealers in making the year’s dis- 
play representative is shown by the 
fact that every available foot of 
floor space has been reserved. De- 
mand for space was so great that 
the stage also is being utilized and 
many applicants have been unable 
to obtain space for display. 

Mayor Stewart will opén the 1932 
show officially at 8 p. m. The 
admission fee is lower than that of 
any previous show here. Unlim- 
ited free parking space will be 
available. 

Mass attendance at shows in New 
York and Philadelphia and reports 
from Trenton indicate a return of 
prosperity, in the opinion of V. 
McClelland Fulton, chairman of the 
show committee of the Camden 
Auto Trades Association, which is 
sponsoring the _local display. 
NEWLY FORMED A. D. A. 

HOLDS FIRST BANQUET 

Long Beach, Cal., Feb. 16.—The 
newly organized Automobile Dealers 
Association of Long Beach met re- 
cently at a banquet, with Tom 
Eaton, president, presiding. George 
McPheeters was chairman of the 
dinner arrangements committee and 
Lyle Garner of the membership 
committee. W. J. Ward was enter- 
tainment chairman. The associa- 
tion voted opposition to any changes 


in the city ordinances affecting the | 


automobile business. 
NEW CADILLAC DEALER 
Biverside, Cal., Feb. 16.—Bert Up- 
son, former car dealer at Oswego, 
N. Y., has been appointed Cadillac 
dealer for Riverside. His head- 
quarters will be at 3574 Market St. 





TWO UNIQUE CARDS 
ARE BUSINESS GETTERS 


Duluth, Minn., Feb. 16.—The Rap- 
id Tire and Battery Service at 6th 
Avenue East and 3d Street in Duluth 
uses two very unique cards as busi- 
ness attracters, 

Both of these cards are four and 
one-fourth inches long and are two 
and one-half inches wide. One is 
a reminder card and is printed in 
blue ink, while the other card lists 
a one dollar special and is printed 
in green ink, 

Both cards are printed on high 
grade white stock and are knock- 
outs as far as attractiveness is con- 
cerned. 


CHICAGO DEALER TAKES 
ON AUBURN-CORD LINE 
Chicago, Feb. 16.—Charles Lange 
& Co., newly appointed Auburn and 
Cord dealer in Chicago, observed 
formal opening at 2479-81 Milwau- 
kee Ave. recently. Charles Lange, 
president of the company, is one of 
the best nown automobile dealers in 
Chicago. In the formal announce- 
ment of his new company and asso- 
ciation he maes known that the 
firm will continue to render Buick 
as well as Auburn-Cord service at 
its large service station. 


SYRACUSE A. D. A. WILL 
HEAR J. W. FRASER TALK 
Syracuse, N. Y., Feb. 16—J. W. 
Fraser, genera] sales manager of the 
Chrysler Motor Corporaticn, will be 
the chief speaker at the annual 
dealers’ day luncheon of the Syra- 
cuse Automobile Dealers’ Associa- 
tion in the Hotel Syracuse, February 
25. He will speak on his experiences 
in automobile merchandising, with 
a view to offering recommendations 
helpful to the individual dealer. 
Approximately 500 dealers and sales- 
men from Syracuse and central New 
York are expected to attend the 
banquet. 


NEW AUBURN DISTRIBUTOR 

Peoria, Ill, Feb. 16.—The Johns- 
ton-Moody Company, 1804 Main 
St., has been appointed distributor 
for Cord-Auburn in this territory. 
John I. Bucher will be general 
manager of this division of the com- 
pany’s distribution facilities. 





Free Car Wash . With Every 


Major Repair 


Job Builds Up 


This Dealer’s Service Shop 


A service policy based upon a 
complete fulfillment of promises plus 
a firm belief in the adage, “The cus- 
tomer is always right,” has been the 
basis upon which the U. S. Motor 
Sales Company, Hudson county, New 
Jersey, distributor for Hudson and 
Essex cars, has built up one of the 
largest and most successful automo- 
tive sales and servicing organizations 
in the state, 

From the usual small beginning in 
a typical “two by four” establish- 
ment founded over a quarter of a 
century ago by M. Stadfeld and 
William Fass, a partnership which 
is still in effect, has constantly ex- 
panded until today it operates sales- 
rooms at 4714 Hudson Boulevard, 
West New York, N. J., and 3010-14 
Hudson Boulevard, Jersey City, N. J. 

In addition to the service depart- 
ment located at the West New York 
address, the company has just fur- 
ther expanded its operations by an- 
nouncing the opening of a modern, 
fully equipped service and parts de- 
pot at 878-82 Communipaw Ave., 
Jersey City. A distinct advantage 
of this modern service station is 
that every service operaton is ac-j 
complished on one floor, which 
eliminates the use of elevators and 
ramps, with the attendant danger 
of accidents to customers and em- 
ployees. 

The building occupies over 20,000 
square feet of floor space. A fea- 
ture is that there are no pillars or 
posts anywhere. The floor has been 
laid out with an eye toward future 
expansion, 

The parts department, 
of S. Zimmerman, is immediately 
to the right of the main 7 





in charge 


At the rear is a well-lighted, fully 
equipped shop under the supervi- 
sion of John J. Tarzy, who has been 
connected with the U. S. Motor 
Sales Company for many years as 
service superintendent. 

The new car delivery department 
and general service department 
offices are also located in this 
building. Another section of the 
floor is given over to the used car 


| department, managed by Jack Birn- 


baum. 

All departments are under the 
actual and personal supervision of 
President Stadfeld, who also main- 
tains his office here. 

A large percentage of the ser- 
vice work obtained by the company 
is the direct result of specially pre- 
pared and well planned service 
propaganda. 

Every ten days the customers to 
whom the company has delievered a 
car—dating back as far as 1927 — 


are contacted by mail. This mailing 
list is being constantly checked and 
rechecked and all returned mail is 


noted and the names marked off the 
list. Thus it is kept as up-to-date 
as possible. The names of all cus- 
tomers are placed on the mailing 
list and every ten days they too are 
contacted by mail. 

Service specials, featuring low 
prices, printed on regulation gov- 
ernment post cards are the chief 
means used in the direct by mail 
service campaigns. Eaclr special 
makes a direct appeal to the owner 
for service work. 

In addition, personal service mes- 
sages bearing the signature of Mr. 

tadfeld are sent to all customers, 
consisting mainly of an expression 
of thanks for the customer's busi- 
ness, 

Following the completion of every 
service job, no matter how small, a 
ecard is placed beneath the wind- 
shield wiper arm thanking the car 
owner for his business and assuring 
him that he is a welcome visitor. 

Service Supervisor Tarzy gives an 
interesting illustration of the truth 
that it is the little things that 
count, For instance, many a cus- 
tomer—more than likely a transient 
motorist has stopped to have a small 
job or operation performed, such as 
cleaning distributor points, or tight- 
ening a fan belt or water pump 
packing nut. 

When informed by Mr. Tarzy that 
there was no charge, the customer 
is invariably favorably impressed 
and remembers such service. He 
recommends the service station to 
his car owning friends. According to 


| Tarzy many major jobs have been 


directly traced to this policy. 

Another item which has been the 
result of the shop’s steady activity 
is that, upon the completion of every 
major job, such as carbon and valves, 
motor or transmission overhaul or 
rear end work, the car is run on the 
wash stand and given a thorough 
wash and polish so that when the 
customer calls for his car he is 
surprised to find it spick and span 
both inside and out. There is no 
charge made for the wash and 
polish service. This is another good- 
will builder, according to President 
Stadfeld. 


NEW USED CAR MART 
Worcester, Mass., Feb. 16—A li- 
cense to conduct a used car mart on 
a vacent lot at 777-787 Main St. 
has been granted the George Motor 
Company, 668 Main St., by the 
License Board. The concern will 
erect a building on part of the land 

for use with the open air mart. 





Tells of New Policy 


$ 


00 Effective Today! 


Per Hour Is Our New 
Low Labor Charge!! 


This applies 


to all kinds of repair 


work...... and on all makes of cars 


5% DISCOUNT 


For Cash on All Kinds of Labor 
and Parts. 


FREE ¢ 


Change of Clutch Oil With 
Every Change of Moter Oil 


Fourth & Lafayette Carage 


Cor. Fourth and Lafayette Sts. 





Phone 3-123 







A REDUCTION ef 25 cents an hour on repair work, with a 5 per 
cent. discount for cash has been put into effect by the Fourth & 
Lafayette Garage, the service subsidiary of the Thayer-Nelson Cor- 
poration, Hudson-Essex distributor, Jamestown, N. Y. The firm has 
announced its change of policy in a three-column advertisement in 
the local newspapers. Features of the advertisement include individual 
boxing of the 5 per cent. discount offer and other specials. 
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Scientific Progress 


OW many people realize the tremendous amount of effort 

that automotive manufacturers put into what the horse- 

men term “the improvement of the breed”? We doubt that 

there is any other industry in the world that spends so much 

money and brains in improving its products as does the au- 
tomotive manufacturing business. 

To take a typical example of how far this scientific im- 
provement is carried, we have only to look at the General 
Motors Proving Grounds, located about forty miles from 
Detroit. In this great laboratory every production car manu- 
factured not only in this country but in Europe is scientifi- 
cally tested and exhaustive records are kept of its perform- 
ance. Cars are taken down and parts are examined to see 
how they have stood up under stress. To assist those in 
charge of the work, the proving grounds are equipped with 
every type of road surface gradient and other characteristic 
that cars are called upon to face in actual service. 

D. S. Eddins, general manager of Olds, recently called at- 
tention to this form of what we might call service laboratory 
work at the proving grounds, in calling attention to the rise 
in average speed of American cars in the past few years. 
Mr. Eddins called attention to the fact that in 1925 the 
average speed of American cars was 55.9 miles per hour. In 
1931 the average had moved up to 69.9 miles per hour, with 
every prospect that this year will see a further increase. 

Another sample of the sort of records that are kept. In 
1925 it took 9.63 seconds to accelerate the lowest priced cars 
built in America, from 10 to 25 miles an hour. In the 1931 
models this acceleration time had been cut to 6.13 seconds. 
Hill climbing ability also shows a remarkable advance. In 
1925 there was not a single car in the class that is typified 
by Oldsmobile which could negotiate the 11 per cent. grade 
hill at the proving grounds in high gear at a ten-mile per 
hour start, and only a few cars in any price class could do it. 
In 1931 every American built car was able to surmount the 
hill under the conditions outlined above. 

Such figures as these make it plain that while our manu- 
facturers have done a remarkable job with their 1932 lines 
they are simply intensifying an effort that goes on every year 
and year after year, regardless of depression or anything else. 
This is the fundamental reason why year after year the buy- 
ing public is persuaded to lay down its money for something 
a little bit better or a lot better in the way of automotive 
transportation. 














Analyzing the N ew Ones 


OME interesting analyses of the 1932 car lines are now 

possible, since we have had a chance to inspect all of them 
at the shows. Perhaps the analysis of the new power plants 
gives as much interesting “dope” as anything. 
’ The first piece of information that one gains from 
looking over the 1932 engines is that horse power has been 
generally stepped up. At present there are thirty-four chassis 
with engines developing 100 horse power or more. Twenty- 
five of these are eights, four are twelves and two are 
sixteens, 

The horse power range as the engines at the show in- 
dicate it is thirteen horse power for a four up to 265 for an 
eight. In the six cylinder division the lowest horse power is 
sixty and the highest 113. Two of the sixes that are being 
shown develop better than 100 horse power. In the field of 
eight-cylinder power plants the minimum development is 
seventy-eight horse power. The twelves range from 135 to 
160. The sixteens show figures from 165 to 200 horse power. 

Averaging up the engines we find that the increased 
horse power is obtained by a slightly increased average bore. 
Improvements in valve systems, carburetion, etc., help lift 
the brake horse power. In ten cars that are being shown, 
the revolutions per minute have been speeded up and three 
have dropped the crank shaft speed. 

No one who analyzes the power plants of 19382 can fail 

to note progress and effort. 
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Editor Automotive Daily News: 

There is under way a nation-wide 
movement among Ford dealers, es- 
pecially in the East, which has as 
its object the promotion of means 
for “securing the ordinary business 
freedom for Ford dealers in com- 
parison with other local merchants, 
in the free selection of merchandise 
in quantities and style they think 
their particular trade zone will jus- 
tify.” 

It is to give dealers a voice in dic- 
tating policies in which they have 
had no say during the years of the 
company’s rulings, although the 
value of their combined holdings is 
comparable to those of the company, 

The movement is known as Na- 
tional Ford Déaler Representation, 
and John A. Kimball of Taylorville, 
Ill., for twenty years a Ford dealer, 
is the sponsor, 

Mr. Kimball has been in touch 
with Ford dealers explaining his 
plan, which is “personal representa- 
tion by each dealer mailing author- 
ity to one man to act as his repre- 
sentative.” 

Names of the dealers who have 
entered the movement are being kept 
secret until a sufficient mass of 
dealer power has accumulated to re- 
move the necessity for further se- 
crecy. 

There are ten rules, which are 
called the “Ten Demandments,” 
which are the goal of the proposed 
organization. They are: 

1, The right to buy cars and mer- 
chandise on the common merchan- 
dise plan, in quantities and models 
that we believe our trade will justify. 

2. A rebate equal to the manu- 
facturer’s profit on all models on 
hand at the advent of a new model 
or change in price. 

3. That Ford dealers be the only 
medium for sale of parts, and then 
only at the regular retail prices. 


In reporting the highlights of the 
speech made by Victor Pope, serv- 
ice sales promotion authority, before 
the 1932 New York and Chicago 
conventions of the National Auto- 
mobile Dealers Association Automo- 
tive Daily News stated on February 
1 and on February 2 that Pope was 
using an X-ray diagnosis machine 
in examining motor cars and mo- 
tors. This statement was incorrect. 

In a letter to Automotive Daily 
News Pope says: “I did not say or 
imply that I was using an X-ray 
machine to locate hidden defects 
and trouble points in diagnosing 
the owner’s car before writing the 
shop work order. To my knowledge 
there is no such machine and it 
would be almost ridiculous to think 
of actually X-raying a motor or 
chassis. I did stress the importance 
of using scientific instruments such 
as compression gauges, vacuum 
meters, coil and condenser testers, 
plug testers, etc., to determine if 
rings were holding compression, if 
valves were seating properly and 
tightly, etc. I also recommended 
and advised dealers to install a 
hoist and use it for inspection work, 
having a master mechanic go over 
the chassis and yital units, search- 
ing for worn king pins, loose wheel 
bearings, worn universal joints, play 
in axle shafts, drive shafts, bad 
mufflers, etc. 


a ge 


We Stand 
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| As Our Readers See It | 


NIONS expressed in this column are those of readers of Automotive 
Daily News and do not necessarily represent the views of its editors 
or owners. Readers are cordially invited to use this space to discuss any 
problenis of interest to the automotive industry as a whole. 


Ford Dealer Explains New 
Move to Form Organization 


4. That wholesaling of all cars, 
trucks and tractors be abolished and 
sold through the regular dealer 


channels at regular list prices. 

5. That the U. C, C. should handle 
our time car sales “without re- 
course.” 

6. At least thirty days’ clean-up 
notice in advance of the introduc- 
tion of new models, and a rebate 
equal to the manufacturer’s profit 
effective thirty days in advance of 
its introduction or announcement. 

7. That agency contracts have no 
specified time limits, and can be 
canceled by either party, only about 
a majority decision of five local 
business men or bankers, after a 
hearing on all grievances. 

8. That dealers, during the guar- 
antee period, be paid at the pre- 
vailing wage and material prices for 
the correction of all defective work 
or material on any Ford products, 
and that a sworn affidavit from the 
dealer be proof of liability. 

9. That in the event of cancella- 
tion the Ford Motor Company must 
buy all cars, used car stock of parts 
and accessories and equipment of 
every kind at their cost price, as- 
sume the rent on building to its 
expiration, or buy at cost the deal- 
er’'s building, if such building was 
caused to be constructed or bought 
through the threats of cancellation 
from the Ford Motor Company. 

10. That alteration or additions to 
these rules may be made only 
through a conference of dealers, one 
dealer being selected from each 
branch zone, as a delegate, by at 
least ten dealers in the branch zones, 
the delegates to meet at the gen- 
eral offices at the factory, paying 
their own expenses. The majority 
of dealers in the delegation ruling 
all decisions, providing both the 
majority of dealers and the Ford 
Motor Company agree to the pro- 
cedure. A FORD DEALER. 


Corrected 


Almost all of my dealer and dis- 
tributor clients who are using the 
Pope Service Management Proced- 
ure are using such instruments and 
gauges grouped in a single unit and 
marketed under the trade name of 
“Motor X Ray.” Others are using 
instruments or similar equipment 
which accomplishes the same re- 
sults. There are many instruments 
and similar measuring devices on 
the market and I do not recom- 
mend or indorse any one of them 
any more than I do any other sci- 
entific service station equipment or 
machinery. _I have no connections 
with any equipment manufacturer 
or sales agents. 

My work is of an advisory nature, 
principally dealing with assisting 
new dealers and distributors to in- 
stall and maintain a management 
and service sales promotion pro- 
gram. Scientific equipment is but 
one phase of the work. I am not 
merely installing such machinery 
for dealers and distributors and 
leading them to believe that the 
building up of a substantial and 
profitable service sales volume will 
result and I will appreciate your 
calling this fact to the attention of 
the readers of Automotive Daily 
News, many of whom have gained 
the impression that such diagnosis 
equipment will itself bring in a 
big volume of service work. 


Disagrees With Our 


Automotive Daily News: We wish 
to take exception to your editorial 
of January 26 entitled “Protest 
Against This One,” wherein you 
say that a tax of $1 per barrel on 
crude oil would possibly raise the 
price of gasoline 4 cents. 

We wonder if the. editorial writer 


— Oil Tariff Stand 


knows what the crude oil price is 
doing to a section like this, Ken- 
tucky, Virginia and all other coal 
producing sections. 

To give you a specific example, 
the Rock Island Railroad discon- 
tinued the use of coal last year and 
thereby immediately closed three of 
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their mines, which, in a small com- 
munity like this, threw approxi- 
mately 3,000 people out of work. 

The gas industry never has hurt 
the coal business as the crude oil 
has. We think if you are in posi- 
tion to go into the matter you will 
reverse your stand on fighting the 
crude oi] tariff. 

You will also find out that the 
oil industry pays very heavy taxes, 
both nationally and to the state, 
The taxes in Oklahoma, for in- 
stance, are getting to be prohibitive 
on account of the withdrawn rev- 
enue from the oil industry. 

J. B. HAYDEN, 
Million-Hayden Motor Company, 
McAlester, Okla. 


EXPECT 500,000 AT 
KANSAS CITY SHOW 


(Continued from Page 1) 





year with a spectacular Washing- 
ton’s Anniversary pageant being 
presented as a special feature. 

More than a score of dealer 
meetings are to be held during the 
week with high officials coming 
from most of the factories. The ex- 
tent of these meetings indicates the 
importance that is being attached to 
the Middle West in the sales pro- 
grams of the factories for this year. 
The Middle West is conceded as 
showing a more rapid economic re- 
covery than most sections and the 
dealers attending the show and 
sales meeting bring wordof in- 
creased buying interest throughout 
this section of the United States. 
Several thousand dealers within a 
radius of 500 miles are registered for 
the show. 

George A. Bond, show manager 
and secretary of the Kansas City 
Motor Car Dealers Association, 
under the auspices of which this 
show is held, believes that the buy- 
ing interest at the show this year 
is more apparent than for several 
years. He expects, with favorable 
weather conditions the rest of the 
week, to have a gross attendance of 
almost a half million persons. 

The show is being presented with 
a patriotic decorative background 
with a replica of the front porch of 
Mount Vernon affording a stage 
setting. 


MICHIGAN EMPLOYMENT 
SHOWS GAIN JANUARY 


Detroit, Feb. 16—The employment 
in Michigan showed an increase in 
January over the preceding month, 
according to reports from 446 Michi- 
gan manufacturing concerns to the 
State Department of Labor which 
showed a total of 218,754 men em- 
ployed in January, against 208,286 in 
December. 

Average weekly pay roll of the 
446 concerns increased to $5,197,043 
in January from $4,495,541 in Janu- 
ary, 1931. 


COMING EVENTS | 


FEBRUARY 
13-19—Indianapolis, ind. Indianapolis Au- 
tomobile Trade Association Show. 

Earl G. Henry, Mgr. 


13-20—Kansas City, Mo. Annua!) Auto- 
mobile Show. Kansas City Moter 
Car Dealers’ Association. merican 


Royal Building 

13-20—Los Angetes, Cal. Automobile Salon, 
Hote! Riltmore 

15-20—Memphis, Tenn. Show. 

17-20—Burlington, Vt. Show. 

17-20—Charlotte, N. C. Show. 

17-20—Mankato, Minn. Show. 

§i-¢1--Peorta, U1! Automontie Show. 

18-22—Holyoke, Mass. Show. 

20-21—Green Bay, Wis. Show. 

21-25—New Orleans, La. Show 

22-27—Des Moines, Ia. Show. 

23—Des Moines, Ia. 13th Annual Meet- 

ing and Convention. Iowa Auto- 
motive Merchants Association. 

22-March 5—San francisco, Cal. Au mo 
hile Salon Palace Hotel 

27-March 5—Albany, N. Y¥. 22d Annual Au- 
tomobile Show, Albany Automobile 
Dealers’ Association, Ine., State 
Armory. 

29-March 5—Seattle, Wash. Show. 


MARCB 
3- 5—Gary, Ind. Automotive Trade Asso- 
ciation, annual show. A. H, 
Travers chairmap 
3- 5—Manchester, Conn. 
3- 6—Decatur, nil. Show. 
5-13—Toronto, Can.. National Spring Mo- 
tor Show of Canada. Canadian Au- 
tomobile Chamber of Commerce, 
Coliseum, Exhibition Grounds. 
10-12—Ansonia, Conn. Show. 


OCTOBER 


3- j—Buffalo, N. Y. National Metal Ex- 

eerie, 174th Regiment Armory. 
. H. Eisenman, 7016 Euclid Ave., 
Cleveland, director. 

3- 1—Buffalo, . ¥. National Metal 
Congress. Sponsored by American 
Society for Steel seeeeee, with co- 
eperasen of American ciety 

echanical Engineers, Institute o 
Metals and Iron and Steel Divisions 
of American Institute of Mining 


Show. 


and Metallurgical Engineers, Amer- 
ican 
tion 


Welding Society, Wire Associa- 
























Westinghouse Has New 


Electric Enameling Furnace 


ei 





Electric andjabout four or five feet of chain 
speed per minute. This is equiva- 
lent to the output of four or five 
box furnaces. 

By means of a furnace such as 
this a comparatively small plant can 
have the benefit of practically con- 
tinuous operation. 


The Westinghouse 
Manufacturing Company, East Pitts- 
burgh, Pa., has added to its line a 
new electric enameling furnace, 
which is rated at about 1,500 square 
feet of ware per hour. 

The furnace is about forty feet 
long and is claimed to operate at 


PERFECT CIRCLE COMPANY 


Ray Small, the company's automo- 








‘LUFKIN ANNOUNCES — 
STEEL TAPE RULE 


“Crescent Junior,” a smaller and 
lighter weight tape rule, is an-| 
nounced by the Lufkin Rule Com- | 
| pany, Saginaw, Micn. It is a coun- 
|terpart of the popular “Crescent” | 
j}and is designed to offer a practical | 
combination of the utility of a rule 
with the accuracy and convenience 
| of a pocket steel tape. 





}eral use on the current models will 


This rule has the flexible and | 


measuring), yet is of neat pocket 
size, no larger than a watch. It will 
appeal to the many who need a 
measure of this type, yet must have 
one of size and weight convenient 


ANNOUNCES 1932 TALKIE tive lecturer, acts aS master of cere- to carry constantly. It is automatic 


monies in the picture. 
Twenty-five Perfect Circle repre- 
sentatives completely equipped with 


portable picture outfits, put on 
shows for jobbers, garage, and other 
automotive outlets interested in the 
manufacture of piston rings. 


A new five-reel all-talking picture | 
has just been announced by the 
Perfect Circle Company, Hagerstown, 
Ind., manufacturers of Perfect Circle 
piston rings. This new picture which 
will be shown to dealers and garage 
organizations all over the country, 
succeeds the company’s 1931 picture, 
the “Magic Circle.” In 1931 more 
than 154,000 persons connected with | 
the automotive industry saw the 
“Magic Circle” at meetings put on|the Chamber of Commerce last 
by Perfect Circle representatives. evening. A. A. Hassan, Jr., of the 

“Endless Channels,” the new 1932} Crucible Steel Company of America 
picture, tells a complete story of the| spoke on “Selection of Corrcsion- 
company’s product, piston rings,! Resisting Steels ‘for Specific Pur- 
from the manufacturing processes to| poses.”” Wynn Rossiter is chairman 
merchandising and selling plans. of the local unit. 


SPRINGFIELD A. S. 8S. T. 


Springfield, Mass., Feb. 16. — 
Springfield chapter of the American 


Society for Steel Treating met in 


Cumulative New Commercial Car Registration Statistics, January, 1932 


Commercial Car figures do ngt include busses, 


Returns for today: Florida, Idaho, Maryland, Minnesota, North Carolina, Utah, Virginia, West Virginia and Wisconsin. 
Figures in this table are from R. L. Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Il, and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Metropolitan district figures compiled by Sherlock & Arnold, are included in New York state total. 
Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these by addressing any of these three companies. 
previously, but it is given here complete for the convenience of our subscribers. 


In this table 14 states. 








Brockway- 
Indiana 














HEARS A. A. HASSAN, JR. | 


wind and made made in two lengths 
four and six foot. 

The blade is 7-16-inch wide and 
can be projected unsupported to 
walls or into openings like a rule. 
Will also accurately measure circles 
and odd shapes. Made of super- 
quality tempered steel, stiffened by 
special forming. Has dark back- 
ground with markings in sharp con- 
trast, most readable. Graduated 
inches to l16ths. Zero falls at in- 
side of solid hook, a very handy 
feature, and just the thing for tak- 
ing measurements out of arm's | 
reach. Accurate butt end measure-| 


rigid features (both so handy 





ments can be taken from _ the 
shoulders of the hook. 
Case is chromium plated. It has 


rounded edges and is sturdy and 
compact. Weight of 4-foot “Cres- 
cent Junior” complete is 3 ounces, 
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| the 
| He described the new Stewart-War- 


Stewart-Warner Corporation in 
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‘Cleveland Section S. A. E. 
Dines and Hears Gandelot 





Cleveland, 0O., Feb. 
| Cleveland section of the §S 


eld its regular dinner and ceooiiua 
| here last night. About 150 members | 
and guests were present. The chief 
speaker was Howard K. Gandelot of 
Stewart-Warner organization. 


ner system of power-operated brakes | 
for use on private passenger cars. | 

A talkie movie film, which was | 
prepared by the World Bestos Cor- 
poration and which shows modern 
methods of making brake lining, was 
used to supplement Mr. Gandelot’s 
talk. 

Gandelot reviewed the advances 
and changes that have been made 
in automobile brakes to keep up 
with present-day demands of traffic, | 
high-speed driving and larger en- 
gines. The principles involved in 
the several servo or amplier types 
of brake mechanism now in gen- 





be explained. 

The Stewart- Warner power! 
brake system, which Mr. Gandelot 
will describe in detail, uses the 


pressure of the foot pedal only to 
operate a power take-off device on 
the rear drive line which supplies 
and controls the energy of applying | 
the brake shoes. For this reason the 
pedal pressure is very little and due 
to the power available the mechan- 
ism in the wheel is very simple and 
without self-energizing action. 

Mr. Gandelot is experimental en- 
gineer of the brake division of the 


Chicago. 

Numerous slides showing the de-| 
tails of design were shown. 

A. J. Scaife of the White Com- 
pany, newly installed national pres- 
ident of the Society of Automotive | 
Engineers, presided at the meeting 
which opened with dinner at 
| 6.30 P. m. 














and diameter of case 1*; -inch. Blade 
is manually withdrawn and auto- 
| matically returned by pressing push 
‘button, 








Studebaker 
Willys- 


White 
Overland 
Willys- 






































‘sa. 1. PENNSYLENE DEVELOPS 


Some of this data has been published 
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The Oil 


Pcnnsylene 
Brooklyn, N. Y., is putting out a new 


Company, 


lubricant known as Pennsylvene 


One-Shot Oi], which has been espe- 
cially prepared for use in chassis 
lubricating systems. It is claimed 
that this oils ‘viscous and anti-cor- 
rosive qualities exclude moisture. It 
is further claimed that the lubricant 
wil Inot clog filters and that it is 
not affected by climatic changes. 
The one-shot oil is sold in quarters, 
five-gallon drums and thirty-gallon 
drums. It is being distributed 
throug hthe jobbing trade. 


1931 PLATE GLASS 
OUTPUT BELOW 1930 


Pittsburgh, Feb. 16.—Total pro- 
duction of polished plate glass in 
the United States for the year 1931 
was 86,913,988 square feet, as com- 
pared to 105,824,074 square feet pro- 
duced in the preceding year, the 
Plate Glass Manufacturers of Amer- 
ica reports. In 1930 the automotive 
industry use 68.7 per cent. of all 
plate glass produced in the United 
States. 





States 


Knight 
Miscel - 

laneous 
Totals 

















































Delaware | 11 1} | 10} 1 5| | | 1 l I 30 Delaware _ 
Florida Ss 1; 169 l 14} 2; 189 6 26) — ; 10 re 1| wT |S, 428 Florida 
Idaho | 23| | 1| 17 2 5| | | | | 1 1 50Idaho 
Illinois | 2| | 330; 46) 54| 13,237, ~SSs«S3]StSC*«éi‘zD 15 | 1 | 27 12) 6| 7) 20; 5, 941 Mlinois 
Maryland = | 5| + 69, i, —‘'10] | 63,s—“‘<i«éa‘|COCS~*C | | 8 TT 6~ClUo | 1 1 2 -204Maryland 
Minnesota | | [ 13 Ws ay fT oO Ty «31 . { 6; | - at " 2 274 Minnesota _ 
North Car. | a 1| 14; #+| + #«+2118 °® 14 = =: + c 2 1} 2 | | 4{ 329North Car. _ 
North Dakota | l 14, l 4| l 1] i 21) oe — ae eee 2; | | | |  55\North Dak. 
8. . Carolina | | | 91) ae ee ae me oe l — Ce a ee ee ee S. Carolina 
S. Dakota | 13] l 5] | 8] 1| 8] | 1) pt ee — a ae S. Dakota _ 
Utah | | 20| ] 2, | CSC | fq . aa 1 ; ez 71|Utah im 
ae _ 2| | 169) | 15] | ia} (it :C“‘il:*;*‘CD | =~ 1 a 6,398 Virginia 
W. Virginia | ae ae ee) on eS a ee | a Pe? ee ey ~4|___130/W. Virginia 
Wisconsin | | [146 5| 18} T @ VY a;~C~«a | 6| 3 oe 23, 362 Wisconsin 
Totals | 9| 6| 1367; 65; 169] 20; 1095, 111, 336 19] 16| { 74 16 2} 28 | 21 33 1| 80, 3468, Totals 
Delaware, ’31| | 1| 29| l 2] | 33} 4| l =? l | 1) |__| 0D, 1931 
Florida, 1931 | l | 307] 20 | TT wa FF a 6hUdTlté~«~CS | 10 ©»= «| l | 21; 5] a|~S(982 Fla., 1931 
Idaho, 1931 | 4| | 47 | 8] ae ee a oe oe | 2| | | | 1 2) 182Idaho, 1931 
Illinois, 1931 | 6; —«:18} Ss «581; Ss} Sts«éD 8 822,—iBTCitidGST_C (eC | 9| li 11| {20 ~—«19) | 120; 2005 Mlinois, 1931 
Maryland, °31 | 4] 8| 85| 3] 8| | 11% 5] a; Ct~=<Ct‘* 7 6 2| l 4| 7 UT 1 3; 280 Md., 1931 
Minn., 1931 | | 1) 164 6) 24] 4; 200 7| 35). 2] 3 ca | 14| 4| 9| 7| "500 Minn., 1931 
Nor. Car., ’31 | 1| | 224] 25 | 1; 185) 1| 13| | 1] | 2 l 1} 2| 3| 4| 463.N. Car., 1931 
N. Dak., 1931 | | [_ 32| 6| [40 7 iy CTS | | | a | |__ 98 Nor. Dak., ’31 
8. Car., 1931 | 9] «152/ 4] Ij 129) 2] 3| | 7 1| ] 2] 1| | | 4| 315.8. Car., 1931 
8. Dak, 1931[ | 1 68) 7| 10} | 66] 2) 27 | ] 2| | ] 5] | | ! 3] *:193/S. Dak., ’31_ 
Utah, 1931 | 28) | | 34, ~—~Ct«<Ci«‘*“Szr q.~SCO&Y l | | l | 4| i 7| 83\Utah, 1931 
Virginia, “31 [| 2; #«&31| 160, &#+&x|  i4{ 4) ‘133) 12) 7 «2 6) l l 2] 1} 5] ] 4; 352\Virginia, *31 
West Va., ‘31 | ] 92, —Ss«@Xd 18} | 102) 5| _-f- 7 | | 3] 2| 4| 3] 251/West Va., ’31 
Wis, 1931 | 2| «242 4 21] 292) 8] 29) | a l 7 3] 2 13 | 1) 1| l 26 654|Wis., 1931 Z 
Totals ; 41{ 2211; 111; 251{ 22] 2768 83} 399) 5] 43] 1 [50; 16 15 47, 60, 45 7; 187| 6378| Totals 


Combined report: Willys and Whippet. 


































































French Attitude Toward U.S. 
Motor Cars Still Favorable 


(Continued from Page 2) 


greater, because their positions are | 
becoming more ard more difficult, 


and more energtic measures are be- 
ing dictated, as iilustrated by the 
recent price reductions announced | 
by French manufacturers. But many 
of the competitive measures acoptes ) 
by the European constructors are 
inherently unsound, and, in the long 
run, will redound to their own dis- 
advantage in some cases. Two or 
three of the moderately important 
French firms are said to be now on} 
the brink of dissolution. 

The public attitude toward Amer-| 
ican automotive products is favor-| 
able in general. In certain quarters | 
there is the nationalist cry in favor 


of all things French, but for the | 
most part, the superiority of Ameri-| 
can automobiles is unquestioned. 


As already stated, the potential de- 
mand for American cars when eco- 
nomic conditions improve is appreci- 
ably larger than actual sales now, 
but no great importance is attached 
by the government to the French 
automobile industry and its position 





in the economic and defense struc-! trucks. 


| becomes, 


tures of the country, that if foreign 
cars should capture much more than 
10 per cent. of total sales restrictive 
measures would probably be im- 
posed. 

Although the dealer organization 
has suffered greatly from’ the 
crisis, that fact does not greatly im- 
pair sales possibilities. Dealer 
changes were frequent even before 
the crisis, and most of the stronger 
distributors are still carrying on. 
Discontinuance of, or frequent 
changes in, representation sacrifices 
good-will, but when market condi- 
tions become favorable dealers will 
not be wanting. 

The commercial 
has suffered from the. depression 
much less than the passenger car 
field, and the more acute the crisis 
the greater will be the 
strength of truck and bus sales as 
contrasted with passenger cars. 

Commercial car regis‘rations in 
France during the year 1931 will 
amount to about 28,000 units, over 
85 per cent. of which represent | 


vehicle market 





AUTOMOTIVE DAILY NEWS, 


commercial cars in 
France at the beginning of 1931 were 
over 9 years old, and will therefore 
need to be replaced soon. 


manufacturers are usually 
ered 
domination of their market than of 
the passenger car field, 
that American firms will maintain 
their share of the business in 1932, 
for the same reasons as explained 
in the discussion of passenger cars. 
Until a year or two ago practically 
no American heavy trucks were sold 
in this country, 
can firms have succeeded in estab- 
lishing distributors and doing a cer- 
About 4,000 of these 28,000' tain amount of business in heavies, 





are American makes, but some 2,900 
of the 4,000 American vehicles are 
assembled in France by the local 
branch of an American firm. 

It is the general feeling that inj 
1932 the sales of commercial ve-| ment program, under consideration 
hicles will be at least as great as|for over two years. 
during the year just closed, and 
would be appreciably larger if there 
should be a decided upturn in gen- 
eral economic conditions. 


The use of trucks for delivery and 


construction purposes and on farms 
is constantly increasing, and addi- 
tions are being made to existing bus 
services not only in the vicinity of 
cities and industrial centers, but also 
by the railroads. 


of the 411,495 
circulation in 


About 28 per cent. 


Although domestic truck and bus 
consid- 
have a thorough 


to more 


I believe 


but several Ameri- 
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although the volume is still small 
and the market difficult. 

The Chamber of Deputies has re- 
| cently passed a bill providing for 
the execution of the national equip- 





This measure 
will accelerate construction work of 
various kinds in all parts of the 
country, and _ should _ therefore 
create a larger demand for trucks. 

For the reasons cited under the 
passenger car section, domestic 
manufacturers will probably in- 
crease their competitive efforts in 
1932, but that from other foreign 
countries will not be more intense, 
except possibly from the German 
Opel. The only other foreign trucks 
sold in considerable numbers in 
France are the Italian Fiat and the 
Swiss Saurer. 

The statements made under the 
passenger car section regarding the 
attitude toward American automo- 
tive products, and the dealer organi- 
zations, hold true for commercial 
cars, 

In France there is a growing ten- 
dency toward equipping garages 
with more modern tools and ma- 
chinery. Owners are demanding 
better service, and the more pro- 
gressive garages are trying to meet 
this demand by installing more and 











Name of Truck 


better equipment. The sale of 
garage equipment is therefore grow- 
ing. 


3 
3 
= 








CALIFORNIA CRUDE OIL 


PRODUCTION UP 1,870 BBLS, 


Los Angeles, Feb. 16.—California 
crude oil production once more 
topped the 500,000 barrels level as 
the result of one or two important 
completions during the week which 
|earried the, state total to 500,100 
barrels a day, according to the Cali- 
fornia Oil World estimate. This 
was an increase Of 1,870 barrels over 
the 498,230 barrels daily average of 
the previous week. In the like 1931 
week the average was 529,850 bar- 
rels, 

One of the surprises of the week 
was a completion by Chiksan Oil 
Company of an outpost well in the 
west end of the Los Cerritos district 
which averages close to 1,100 bar- 
rels daily from a depth of about 
4,800 feet. 





J. W. DAVID TRANSFERRED 

Los Angeles, Feb. 16.—J. W. David, 
former branch manager of the 
Genera] Motors Truck Company at 
Tulsa, Okla. has been named 
branch manager for the same com- 
pany at Los Angeles. He started 
with General Motors Truck Com- 
pany fourteen years ago in: the 
wholesale department of the Phila- 
delphia branch. 


New Commercial Car Registrations for 1931 by Makes and States 






















































































Autocar | | ol | 46 15] 6! 4 41) 1 | | 3 5 TE ) -_ 
Brockway-Ind. | 4 4 3 Oo Tf WM Bf UD CUB, | 52) 88,16 | 7 3s # «3 5 4 «= 8}ti‘(‘COC‘dd”; 1 4 i 
Chevrolet __—=«|-:*:152,—«307|—«993|_ 4488, 1144/1472, 340] 1886 1869, 484 4616) 3338, 3088) 2236, 1634, 1610, 1583/1542) 2586] 2956, 2651/ 938 4356, 527 1673 
Diamond-T | 3 | | oo 4 ff 1 ee 35 17, #17 + ®#«73 + #«64{ 31, 104) | ia 6 
Dodge | 49 31 61, 1031; 146, 33812] 8986] 1S G42] 397, «SIL | ~=—«226, S179, ~=—«149| +~—s207, S175; «= 654] 380, 288,34) 41458, 
Federal | i | 2 HH 13 10) ty 13) | 8 1410] 7 @ 3 §€66ClU8G CMY) 690 8A 368. zy TS 
Ford ~ | 1381, 740, 1299; 11114) 1977] 2308, 441] 28952351836, 6135/3511; 3050] 2127; 1612; 1938, 2177, —«:1870| 6407] 5760| 3029; 954) 4295, 886, 1864 
GMC | S661, 408] BT! 152] 19] 194924) 823,266, 75] G1; s103;— 43; BSA, GOS] = 282;_110,_— 21,229, 
International =| 252; 56198, 579,234) 302; 1] = 182,232; 92; 1279, 754, 794] 508] 390, +449] ~—177|~—S 383,604] 522; 750,148, 734255501 
La F.-Republic | 7 ah Um. UL: Uh.!hCUm 1| 6 4 2| _— | | 77 so) @& 3; 3 8 1 
Mack | 10 __18| 126) 71357] 13) 36, -1i7| 203] 5), | BO 
*Pierce-Arrow i | i, = | «2 a ee ee Ey | os en a, 
Reo | 23) fa) 439,49) 217| 19] 60,36) 2a 127; 100; +166 | 55| 75| 17| 76) 124; «320-260, 147 9 113740 
Sterling a. ee ae ee 54, —=C«S | ij 1| jG oa nenth-esaia 
Stewart | CU | CCS | & 5 | aay 6| 838] 5,8 ‘ 6 1 1 
Studebaker | 17 20 12346 aH af 810) 158) 145 166] 86) 70,10, 10152) 137] 92) 120) 4 87S, 
Whippet | | 6 3 1| 3 + — i 8 3s] 8 2 2| ; 6 af 6 4 | wo s 3 
White | 200 9 S| 3760 2] 45) «=56~—~Ct«i}StC“‘é‘i SC SCY 17; +«32)”~SC*«C|Stst=«‘i | Ssi“‘<CiS,SC“‘«‘i SS ]CSCKTSC(<ié‘éi;:C;é‘éwGY;:Ct;*«BT:CC'S 
Willys | oe 9 7 385} 59] S| aT ‘9/23 :130;—«133,—=—«B C9 58} +12, +444, +~«#«20, +#ST) 66; 145) #7 92; ia = 
Willys-Knight | a 1 16) ry jy oP TT | Oo ww os; g¢ vf =T &=F #2«+€ oT 6 i —_— | T 
Miscellaneous | 14 8 5| 860," 65, s84]—“(‘ié‘SYY:S*C«idSC“‘iUS)SSSC*AT,—~CSs«*CS2] CTC 65, 39, 12; #11; 98; 193) 157; = 77 5| 227, 28 34 
Totals | 3536 1295, 2613) 19992) 3887) 5540 967] 5255) 4779, 1620) 14786| 9025 7899] 5550 4326) 4311! 4600 4864 12609| 10722 7580! 2137| 10979, 1874 4540 





*Seven months’ iths’ report. 
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New Commercial Car Registrations for 1930 by Makes and States 
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Cennecticut 








Michigan 

















Autocar | 1) | 106 | 58 33] 15) 4; 72! 3} | 1| ry | 7| 89, 259] 34! | 
Brockway-Ind. | 13, | 3} 37,12, BO} 50| | 86,224! 7 12) 44 51| 24, 99 «174027, 377 2 100, : i 
Chevrolet | 2748| 458, 1295) 5533, 1908| 1330, 352] 1793, 1678 747, ‘6968, 3279, 3711 | 3828, 1732; 1682, 1563, 1527, 2366| 3800, 3030, 2338, 5047, 683 2401 
Diamond-T | a eae ae | | | 638; 60) 33|. 16 23 3) 12,90, -148[ 53,109, 1; 165, 1—~=SO 
Dodze | _92| 109,76; _:1179| 199, 406,20] ~—«2108; «103, —«G2|_—=CS756| «340, ~—«<319 | 333/194, 116, 230) 204, 774| 422; 350, 86 522; 69, 161 
Essex ~~ 1 | 39) 6 3} 6 3| 7 6 6,—~C«‘éCNCS:*C@*SW 5| 9) 7 | am oO = wy i 8 
TFWD SN OR SRE cee Ie ei Se eee ee 1 | | | ie ae Se | 
Farze | 4 6 45° «34)~~=C«]SC«S' 2| 1 | {ae Fs 8 lhl 7 3 6©63O)UCOMD 
Federal |} 3 | TTT | 2 | 125; 23,2] 3| 9 3, | | i124; 1,06 6 63UCUCU ClO 4 
Ford | 2747| 1109| 1674] 15203, 2865, 2495, 594] 3747, 2686, 1205, 6552, 4081/3017 3917 | 3826) 2437, 2348 2124 2771, 7155) 9430; 5062; 2703) 6656, 1222; 3253 
GM. C. | 8432) 42; 720,_—«160,~—«87| =| 73,39 346) 314) 128] 127,131 67 44"~—~—«130, 488) 308,140, 50,313) 38,128 
International | _252'__69|__ 287/602; 308|_ 260,56] —‘171|__+185|__141| 1523] 674] 1302] 626, 418 300, 235, 951) 645] 607, 850, 216, 908| 390, 634 
Mack a) 4 9 268/12) 242) —OYsiasCSC* SD 3,CST CB 39) 30) 28, 163; 331) ol] - 99| 20) oS ia 2 
“Paige a 1| 29 1) 16 | § 2 16 ~©10 Cs 1| 2) 2; «16| 5) | oo iy, 
Relay | | | 2} 4, 10 = | 16 35) 2] 11) \" 3) 2| 7 7 
Reo | 34 19 16) 729; 68, 208,21) 52,8], CB] “69 | ~~‘ 83) 2i; 107; ~+~«126,/=«C347| +237; +«1G2; Sti, sid, aS 
Republic . 2. 2 |. 37 ll 3 1] a 1) 15) 4} ‘21 5| | | 18) ~9i 5] 13} 1| 
Rugby || 7 2; 113) 20 2) 2] 5) 6| 8 s«d14 a a 6| 2| | 4 Coil] 18} 2j 17 9| 4 
Sterling | | 254) 7 See coe | a 7%) l | ] | ] 7 ‘13; ‘131) ] | | 
Stewart py Ld Ua aCe CUS] | a) A 
Studebaker } 20, 25) Y 14) 17, a,s—~—=‘ r 7 § | oy 4] 29) 30) 4| 33] 25; «73f 344] 49) _ 30 
Whippet }_ 25) | | —S|—S—iS| SSS SCi SC) SSC) 8, S| | «10 5) 16, ~«14,~=COSA SSC «SSCS ~SC«d),SCia)ttiCi 
White | 61) 10, 3i] 342; 43 __ 83 7} 58, 69 8 «162; ~=—«36;~—SCé«C 41) 42) 45) 13; «156, 219] 66 +16 + #«92; 21 #26 
Willys" |_13|__5| 18] 36, 1031 ai | 2) ti; 5) 10, ij 60, 123] 59, 24/12) 44) 16) 31j | isp 6; +4102; =a, ts 
Willys-Knight =| 5,2 ss ee ls) 34) 15) | 8] 2) 10) q wl o w@ it om 3 9 
Miscellaneous } 5 11) 14) 1200; 60; 1277 7| 6, 8) 11; 883; 76,  61{ 34] 83, 23| 1) 116 i137] 204; 77 6 245 «415, 50 











Totals | 6186; 


*Ten months’ report. 





1899, 3478! 26930) 
Wo months’ report, 









5840, 5928, 1205] 6121, 


4998, 2389; 20037) 10534) 10038 | 





5366| 


4705|  4521/ 





6038| 13711 | 15818| 10292; 5518, 14844; 2596 6957 
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New Ford as Stimulus 


(Continued from Page 1) 


in the present Ford, rather than a 
low priced eight. 

“Many have already bought at 
the shows,” a Willys dealer said, |} 
“and we may have some reaction 
among the prospects who will 
naturally wait until the Ford ap- 
pears, yet we have a low priced| 
eight which we feel will meet any 
engineering requirement needed to 
compete with Ford.” 

One dealer recalled the anxiety 
and waiting that preceded the ap- 
pearance of the Model 1 Ford, a 
few years ago. 

“We were told to beware of a 
baby Lincoln, and that the new 
Ford would bring havoc to our 
sales,” this dealer declared, “yet the 
Model A didn’t seriously affect our 
sales. Now another scare is being 
brought out, which will probably 
amount to the same thing. 

“We have always been prepared 
to meet such things,” he concluded, 
“and the only serious harm ever 
done has been to slow up sales until 
the new model appears.” 











New Commercial Car Registrations for 1931 




















Quality, Not Number 
Of Cylinders Will Rule 


Kansas City, Feb. 16.—Kansas 
City dealers in the low-priced field 
believe the new Ford eight, “regard- 
less of price” will have a stimulat- 
ing effect on autemotive sales with 
all lines benefiting. One prominent 
dealer said: “We can do more in 
overcoming sales resistance on a 
Ford eight at $600 than we can on 
an unknown quantity.” 

Another dealer, just starting in to 
handle a dual line of low-price cars, 
was rather apprehensive of the ef- 
fect: “It means that we will all have 
to go some if the new Ford eight 
sells in the $600 class. But the 
number of cylinders does not indi- 
cate the quality of any car, and it 
will be easier to sell in competition 
with such a car than it is now with 
the public waiting to see what Ford 
is bringing out. I expect the result 
as.a whole to be beneficial in stim- 
ulating buying interest.” 

Other dealers were skeptical of 
the Ford eight being offered in the 























price on a Ford product would create 
a lot of buying interest and have a 
tendency to “clear the air” of its 
present uncertainty. “And when the 
public starts buying we'll risk get- 
ting our share,” was the attitude of 
these dealers, 

One dealer believes such a price 
would force some of the other man- 
ufacturers in the low-price field to 
make radical mid-year changes or 
bring out “additions” to their line. 

Ford dealers are very enthusiastic 
and are especially pleased with the 
idea of having both fours and eights. 


San Francisco Dealers 
Believe They'll Hold Sales 


By S. L. BREVIT 
San Francisco, Feb. 16.—Talked 
with four dealers and none wish tc 
be quoted by name. All agree that 
Ford eights at price named would 


very probably lead the low-priced 
field. 
Three of these dealers do not 


foresee any serious decrease in their 
own sales volume as a result of the 
new Fords, but rather the stimula- 
tion of purchases in the entire low- 
priced field as a result of the new 
Ford models. All will increase ef- 
forts to hold their own despite new 
Fords. 

















$600 price class, but agreed that such! WQQD OF FISK FEARS 
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REORGANIZATION DELAY 


Springfield, Mass., Feb. 16.—Re- 
plying to the expressed disapproval 
of a reorganization plan proposed 
for the Fisk Rubber Company, Or- 


rin G. Wood, chairman of the com- 
mittee that formulated the plan, 
has issued a statement in which 
he asserts that unless the company 
is taken out of receivership there 
is danger of destroying its dealer 
organization and of _ increasing 
losses in liquidation of inventories 
and accounts. He said that if re- 
organization were delayed 
October, it could hardly be com- 
pleted until the last half of 1933. 

The plan would provide an ex- 
change of securities for holders of 
the company’s senior securities but 
would eliminate the equity of junior 
security holders. John N. Willys, 
a senior security holder, and the 
committee representing junior se- 
curity holders oppose. 


NEW PONTIAC DEALER 
Los Angeles, Feb. 16.—DeJarnette 
Motors has been organized by J. J. 
DeJarnette and has been appointed 
a Los Angeles city dealer for Pontiac 
with headquarters at 1929 South 
Figueroa St. Henry D. Hays is sales 

manager for DeJarnett Motors. 


ST. LOUIS SHOW 


until | 





GAINS IN SALES 


(Continued from Page 1) 


day to bring the grand total atten- 
dance of the week to 108,661. 

A special train left this city early 
Sunday morning carrying chassis 
displays to Kansas City where the 
annual show opened Sunday, while 
a few chassis and the De Soto 
miniature factory were shipped to 
Indianapolis. 

A consensus of the dealers’ reports 
on s@gles follows: Auburn five, 
against two last year; Cord two, 
against nine; Buick thirty-two, 
against seven; Chevrolet eighty- 
nine, against seventy-two; Chrysler 
fifteen, against seven; De Soto 
claims gain of 300 per cent., no 
figures announced; Essex twenty- 
four, against seventeen; Hudson 
eighteen, against five; Franklin 
three, against none; Hupmcobile 
claims gain of 302 per cent., no 
figures announced; Lincoln seven, 
against five; Oldsmobile eighty-two, 
against 78; Willys forty-three, 
against nineteen; Packard six, 
against two; Reo twelve, against 
two; Studebaker fourteen, against 
eight; Pontiac thirty-six, against 
twenty-four, 













by Makes and States 


































































































































































































< PI 3 & 3 
» | g | 3 ‘ s/4a/8 |i 3 Z 
é é a E {| 6 a ee 2 
Name of Truck - - 2 4 4 S = = 5 5 Totals 
fle le 5 5 ela ls ls : : 
Autocar | 2 109 596 8| | 52 4 297 23 | 1 25 | 4 9 54 1,748 
Breckway-Io [ae eee =e 
Chevrolet —s]_—(160) 1 —a85 5| 3549, 614, 7617, 2903] 430, 4006 1745, 847, 6165| 405 1416] 605| 1382, 6683, 523|356/ 2022] 1136) 1214 3170 381|477|_ 99,600 
Diamond-T | | +30, +135 «15, 491; 2; 3 52 8 1 17, 20; | YC SYA 165 | 49 3483 
Dodge | 40, 49, 700, +41) +1737) 255] 71| 625, 187 87; ‘1621, 118 86| 85; 131; 305, —<52|_—71_—«227| ~—«155, 202,263, 61,60 13,518 
1 1; 157] 5| | 5 26 32; 125,— 44,8 iy 8 40 Cok a) | ‘1533 
Ford | _ 343| 1059, 5796, 717, 14030 2829] 477, 6219 1658, 1632, 9898, 1042) 1223| 524| 1220 6352, 738; 615, 2829| 2361/ 1451| 3209, 550, 1125 138,854 
G.M.C. | 2 £2 41; 12; 925 ot | #15] 406) 85) 64 517 99° 31 aos 4 8} 67,149, 56) 28, 125] 116 90, 162, 13,133, 6,919 
International | 23, 69; 683, 114. 2105; 290) 363; 976, 216; 153, 1548, 79, 78 | ~=—284; 236, 1519, 101; 141; 302] 269, 257,614, 87|_—100 21,073 
La F.-Republic | | 4 16 47 12f iT q wy oe) h6mtlhlUY CT UU OT dT le DT a TTD 445 
Mack |  12|  25| 264 871,23] 1; 85 5,34, «398,27, 6] S88 8 4, 36] = 32,10) 1; 16) 2,945 
*Pierce-Arrow |_| oe 14) CNG SR NE SE Le See ee ee Ce ee ee 
Reo {| 12| 38 262,14) 674; 38] 18; 276, 33,51, 509, 83,13] 17] 23} 149) 42) 38,43] 79| 681714) 10 5,166 
Sterling 1 1| 2; «54 | 116 | | 24 16; 106 | 5 | a TCO [5 2 43! | 6) 739 
Stewart | | 2 73 | 602 ie a ae 276 4) | | 1 1 [| yf 5f ‘3; 29 | 1 1,394 
Studebaker —_—| 6 ~©=.22——«109) 5| 291 15| air ~ 259; 21; 32] 293,26 13] 72] 30] 86] 5] 13; 23] 11650} 155 3210 3,495 
Whippet ~—i&| | 3 3 ol ~~ df, | S| 2 a ‘| 3, COI 10 2 ij 3 1 2 | ‘186 
White ae 4; 180 8| «469° 27] 1} 2227 10 = 33,250) 7 9] ij 3879, BYStC=i‘ Ct YS] OB 42 2,561 
Willys |  1| 18 72 3} 293, 31f 20; 227; #16; #6 #343,” 8) | 17 #27 ~§=660 S| 56, 22) 27; 79 185) #13; #2 2,788 
Willys-Knight | ] T of wv 2 1| a | . -« -_ « £ . hs. -. + +. = .. | -— |  ~‘15T 
Miscellaneous | 16 5, 394 11) 890, 256, 7 ‘511; 29; 92; 528; 23; 40] 12; 15; 173) ‘31 2; 99] +249, «55, «187; sii, CA 
Totals | 648| 2038| 13051| 1560| 32792, 6821] 1436, 14207; 4060, 3099| 23396; 2027, 2959] 1673; 3285, 15742) 1591| 1339, 6823] 4640, 3552; 8399] 1174, 2202; 313,800 
New Commercial Car Registrations for 1930 by Makes and States 
2 2 3 £ . 
‘a ° c & © = = 
i : : gi ela El g : 
Name of Track E 2 E = a z S| = 
a © 2 ° 
= . a 3 o z E z 5 ¥ Totals 
z z 6 zi) a |e 5 e | 6 a 
Autocar | 1| 158! | 381; 11{ { 134; 14 15) 447; 36 | l l 9| l 1) 35] 38 7. 2,009 
Brockway-Ind. [|  1| 37, 280, 12| 1359) 3 | fei; 44,  (1| 443, 20; 14) 6| 26) 53; | 26 74) | 92 2 | 8 3,780 
Chevrolet | 134; 615, 3292, 789, 8274, 2588| 734; 5004] 2889| 1015| 6553; 457| 1523 | 957, 1859] 8558, 606, 400, 3563| 1531| 1434; 4034 327| 320) 118,253 
Diamond-T | | 4 153) 5| 610 6} 14 «66 ii |} 150] 10) .. “eS | 16! 4| | 22, 271] ij 32 2,888 
Dodge | 68, 61; 797,  41| 1747, 216] 53; 756, 346; 100; 18629, 132; 58] 90, 188 458 72; 79 253] 189, 266 346) 79| ~—_—75, 15,558 
Essex i 1; 26) | 102 8} | 38] 3] 8-80) 3 2] 2| 5) 15) 2) l 6] 4 4 7 2| 589 
ee | l ss | | oa Y | — se ee ee aa a ~ 18 
Fargo oe 4, 49) 6, 143; 10) 28; 61; 36, 16, iia; 24 6| 12) a) 1| 6 ilj 34 4 37 (8 TI 1,294 
Federal | 1/10, op, |_19 4] | 115, 79, 55, 216 34, 18] 5; 85 41; | 2 45) 28 11 75 1 8  ~—~-2,095 
Ford | 345, 1232] 7143; 909, 17437, 3107| 933, 9746] 3558) 2927, 14072, 1025 1858| 1165| 2246) 10204| 1273| 864) 3888] 3730| 2022, 5509, 616|__ 1086) 197,216 
G.M. C. | 24] 32) 399; 16, 1160, 80|  25| 862,179 96, 686) 92| 43] 29, 190, 257 43) 20' 167] 177, 143] 231/15] 90)_ 9,008 
International | 17; 76, 500; 75, 1824) 229) 514| 1201; 566, 165, 1649, 62; «38 | 589,291; 1627, 101} 152; 348] = 308,336) 825) 92! 43 23,703 
Mack | 98 32) 456) | 1256, 20| 1; 170, 63; 53; 761, 39,  a2f 11; Si] 74] 13) 7, S57] 42] 3] 25) 1| 24 4,043 
Paige — | 3 a | 62], CUCL | Y os wo 27 | ee 1| 367 
Relay sy |, 13) | 110) | i of a | te 7 | | 12 | [~ oy vy it 19 [~ 3 465 
Reo | 5| 70, 313; 16, 770| si] 41; 3936) 65; 55, 486, 70; 13] 87 49; 254; 43] 75| 89, «89,188 | 427 
Republic co | 22] [ye | 24 2; 16 6 2 i) h6UmLthCUmrahCUm l ay +o yy yi _ 433 
Rugby rq 3} so, 2) 47, S| 9.~«4i2dz 9) 27; 76) 3| ee i 6| 38 7 (17 3| 2\ 698 
Sterling | 4 2} 105 | 195] | | 3ij | 14 234, «11 | l 1... ee | 76 | 9| 1,224 
Stewart | | 27; 69) | 943} | | 128) 2| | 499] 6| | 1| 3, a) | iy 45 | 3 2,315 
Studebaker } i ii 68 6| 165) 6| 8 97; +13; 15; 182; 14| 6] ii; 18 41 5] 86] 12] 82 | 5| 1,518 
Whippet | 2 3) 48) 8 157) 13] 9) 194; 48) 9} 182 4 2] 11) =(12; ~—60/ 2; 10; 18] aj S17} 4| 4 1 630 
White | 5) 4) 238; 11; 685, 41) 2) 440; 68; 52) 509, 30; 18) 2 Sij 184; 10; 8] 88) 120, 24) 34 13) 42 4,399 
Wiltys | | |.5| 16) 15, 99] 93] 94,140; 60, 13) 195, 5| 2)  40| ia 95; 2 ai; 45] 22; 26; 118; 9) | 2,038 
Willys-Knight | 1 2,4 3) 64 3] 6,69) 3] 5 51) | 6| 1| 9| .6~6~CD | 4 Pe ee 599 
Miscellaneous. | 13) 11; 414) 2; 931; +63] 511; 46, 123, 498,15, 41] 24; 31) 131{ 29; if 129] 292; 47, 185 1) 26; 7,032 
Totals | 635] 2290] 14764] 2006] 38740, 6483] 2419| 20111| 8112, 4193, 30120, 2116, 3709] 3093, 6087| 22237| 2218] 1670, 8917] 6680, 4551| 12058, 1182| 1850, _—_410,488 
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BURIED ALIVE!!! 


Advertising managers stay awake nights working out ideas for copy; agency 








men struggle with new plans, suggestions, layouts, art work; dozens of high-priced 
men spend days and nights in helping to get live copy, rightly presented to the right 


group of people. And then what! The copy is often buried alive. 


You men who spend millions in the automotive field should give serious thought 
to this subject of visibility of your sales message, for no matter how good it is as a piece 


of copy, its value as a sales producer is lost if it is buried. 


In the trade field it would be well if you tried to find your own advertising in 
the mediums you use. Or, better still, look through Automotive Daily News and note 
that ALL. advertising is visible. You can be sure that copy placed in this publication 
will be seen by factory executives, leading dealers and automotive jobbers. No buried 
ads. in this easy-to-read publication—the leading newspaper of the industry, miles 
ahead of any other in the propagation of registrations, spot news, engineering news, 


show news—in other words, Reader Interest. 


Advertise in Automotive Daily News if you want to be sure you'll reach the 


industry. 


Automotive Baily News 


4 A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 
DETROIT OFFICE: Geo. M Slocum, Manager 
Fisher Building, Detroit, Mich. 


WESTERN OFFICE: Willard R. Cotton, Manager 
333 Ne. Michigan Ave., Chicago, Ill. 








